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INTRODUCTION

How are you going to use your job skill's after you
finish school?

Have you ever thought about starting your own hair
styling shop?

"10

This module describes people who have started and
managed hair styling shops. It gives you an idea of
what they do and some of the special skills they need.

Y6u will read about'
planning a hair styling shop
choosing a location
getting money 4o start
being in charge
organizing the work

'setting prices
advertising and selling

-..keeping financial records.
keeping your business successful

You will also have a .chance to practicesome of the
things that owners of a hair styling shop do.

Then you will have a better idea of whether a career
'as this kind of a_business owner islor you.

Beford you 'read this module, you might want to study
Module 1: Getting Down to Business: What's It All
About?

When yod finish,this modu1d, you alight want to read

t
Module 16: GeitineDown to Business: Health Spa.

This module describes a related business in the health
area.

a
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UNIT 1

*planning a Hair Styling Shop

Goal: To help-you plan your hair styling shop.

7
Objective 1: Describe the services, customers, and

competition of a hair styling shop.

Objective 2: List three personal qualities the
owner of a hair stylift busineis might have.

Objective 3: List two ways to help your
business "stand out" from its competition.

Objective 4: List two special legal
requirements for running a-hair styling shop.

3'
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THE CASE OF DINAH SIMMCgt

Dinah Simmons was always har4 working and energetic.
When her second child was three,A)inah took 'stock of
herself. She had done well in high,school, taking many
secretarial and business'courses. However, she did not '
want to do clerical work. Dinah. had always been good at
styling her own hair.' She, also had done her husband's and
some of het, friends' haif. She decided to enter
'cosmetology school.

In less than two yeari Dinah had obtained a cosmetoIo=
gist's license. She worked for a nearby beauty shop while
awaiting her third son's birth. She went back to work when
he was a few months old. But the desire to be her own'boss
had, been building-in Dinah. She now felt rea1y to go into
business for herself. Dinah set very clear goals for the
kind of cosmetology 'business she wanted. "Maybe I won't
get exactly what I want right away," she thought. "But if
I know what I do want,.I'll get it sooner!".

Dinah decided she would'offer only hair care ser
vices: shampoos and conditioning,cutting, permanents,
hairsets, and coloring. She had been trained to gi,ve
manicures and facial treatments. But she regarded`these
as "frills." She'd prefer to concentrate on creating
better hair styles 551. her cuNomersi Diffah helped to
attract mainly professional women and wives of profes
sionals. She thought that such people would become regular
customers. They, in turn, would recommend her to their
friends. 'Alsp, Dinah did not want to deal with very long
hair or unusual styles that were most often wanted by
younger customers.

Din'ah felt that she could get an "edge" on 'the
competition. She would do an extra gcod job of helping new
customers, consider a range of'hair designs/styles and
pointing out the best choices for them. She also decided
to learn about other local businesses offering beauty or
health services. Then she could tell her customers where
to get services she did not offer.

5
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Planning a Hair Styling Shop

.04

Dinah's hair styling shop will be a small business., She will own
. .

the shop and make all the decis ions. She-will start with a small amount

of money. She,will work on her own, with no employeds, and in one loca

tion. Like most small business Ownetl's, Dinah will need:

drive and energy;-

problem solving ability; and

ability to work well with people.

hasDinah has ecided on th%basic services and hair care products she

wants to offer. She seems to have helpful personal qualities for

running a hair styling businesi. She has thought,abbut how .she can

compete with other beauty salons. She has learned about legal iequire-

ments for running her business. The next few pages tell you more about

J

these things.

r

Services and Hair Care Products

' The basic service Dinah plans to offer is hair care. This includes

shampooing, cutting, waving, styling, and coloring. She may alsO decide

to sell hair care products such as shampoo and conditioner to her

customers..

Dinah could have decided to offer manicures and facial treatments.

She might consider "specialty".servibes like "permlaihes," hair

'weaving, hair straightening, or care of very long hair. She could offer

not only shampooS and conditioners but also combs, brushes, hair°

jewelry, nets, curlers, ancPsprays.

6
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Advantages to Dina; -s offering manicures and facials are that:

she might attract customers who at first, wanted only manicures

buE then would have Dinah style their hair;

she may be able to make more money in the same amount of

time--for example, by filing and coloring &customer's. nails

while the customer's hair4is\drying; and

she would increase her appeal`ppeal to customers who want these other

services in additiOn to hair care.

Possible disadvaritages to Dinah's offering manicures and facials are

that:

it may take longer to build-up her skills in hair styljoili if

Dinah "spreads herself out" to do faci'als and manicures;

Dinah may need more room if she stocks nail and facial Ireatpent

supplies as well as hair care supplies--thia could mean paying

higher rent for her salon; and

if. Dinah hires someone to do the facials and manicures, she will

have to supervise another employee.

These, are benefits toelling hair care products like shampoos and

conditionefs.

Dinah may recommend a particular product to customers to,improve

the heal'th of their hair. They are more likely to use the .

product if Dinah can sell it,tO them.

tf there is a good turnover on these products, selling.them will
-

increase her buaines's'' profit margin.

. Customers will be grateful for Dinah's making it easy to buy

65od hair care prodUcts.

Thest are possible problems or risks to selling, shampoo and

conditioners.

Selling these products will require more oE Dinah's time in

monitoring supplies, pricingo financial records, and cash flow.

Dihah may need more storage room, whiCh could raise her rent.

If these products don't, sell, Dinah may be 'stuck with a' large

inventory she will have to unload at a loss.

7 '



,Dinah might want to attract the,university students in her'town.

Sh 'cOuldoffer services like, unisex (both men and Women) hair styfijir:gt.

care of very long hair, or other specialty services that appeal to young

or, minority customers.
,

,

The Importanceof Personal Qualities

0

Dinah Simmons has some personal qualities that will be very

important in making her small business'a, successes...The case study shows

°she is: Ilk

hard wsrking and energetic;

eager for the challerige of bei g her,own boss;

.1, able to complete her cosmetolo training and license require
,

mentS quicklyp

good at "styling hair;-anAd
C

able to think clearly about setting goals.

Dinah may /find that some of hef pe ,rsonal qualities, however, rub

other people the wrong way. For example, she may need tlio work harder at

being:
OP

able toiet along well with- customers and employees; and

flexible and willing to try new things.

Competing Successfully

Dinah has thought carefully about how to be competitiVe.

She has gotten a good deal'of hair.care training and expe rience.

it She plans to advise each customer carefully .about choices in
k

hair styles"'and what is tes t for that person.

She will makeia special effort to attract people who can afford

regular hair care. She hopes they will recommend her, to their

friends

-



What else might Dinah do to increase.her chances of success.against

the competition? She can try to get the only local franchise to sell a

particular line of hair care products. Dinah might want to offer
o

evening appointments or rescheduling on short notice to meet the needs

of her most loyal customers. Finally, Dinith must consider the business

imige she wants to project. She will probably want to emphasize her

professional skill and knowledge. Other cosmetolciists might be'more

concerned with convincing the public of their own fashion flair.' Or

they might stress their ability,to offer the very "latest" designs and

techniques in hair care.

Legal Requirements

To run her hair styling shop, Diffah must meet two types of legal

requirements. She must have a license to give cosmetology service to

customers. The license means she has gone through an approved beauty

school program and passed the state licensing exam. She may also have

to' meet state or local requirements fox running certain types of

businesses, In most states, a cosmetologist needs one year of

experilfite before opening or managing a beauty salon. The bureau of

licenses in your state and city can tell you about requirements, in your

area.

. Summary

Beauty salons provide hair care and other services., The owner must

decide what services to offer and how to attract and keep customers. It

helps if a hair styling shop owner has energy and drive, gets along well

with people, and is clever at solving problems.
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Individual Activities O

Learning Activities

,

o

1. a. 'Write dimin the services you think you would definitely offer if
.

you were to become.the owner of a-hair styling shop.

-4

I
b. Write down other services you would consider offering. What

might make you decide whether to offer each one?

2. In the followifig list of ,personal qyalities, mark with a star (*)

those you think are most important for a hair styling'shop owner.

Mark with,a zero (,O) those youthink are most important for a

success4 cosmetologist notloo have. Explain each choice.

Communicates well.10.

Energetic

Good at saying money'

Has a.sense of style

Has goodyeyesight

Has skin allergief

Has verylarge hands

Likes to gossip

,*Likesto work alone

Overweight

Prefers outdoor work

Thin

Very tall

Well groOmed

3. What i$. the "total market," that is, all the possible customers, for
;4.

g Styling,shop? .Write down the services a cosmetologist might

provide for, customers who differ in:
.

. A-
Olggi

sex;
a

ethnic background; and

i occupation (professional, white collar,

blue collar, etc.).

a

10
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4. If you began your own hair styling shop, what are some ways that you
-

could help yourself compete successfully? Write down at least one-

thing you'could do to:

a. offer a unique product or servi ce;

b. offset a special support service; or

c. create a speciAL image for your business.

A 'Discussion Questions

. I

1. Some people feel that cosmetologists should pay most attention to

health. ,They should help their Customers have healthier hair and

Others .think cosmetologists shOUld emphasize beauty. They

should make their clients more physically attractive. Team up with

apartner. Each of you should take a different side on this issue.

Argue fdr your side.

2. Many personal qualities might be good for a hair styling shop owner

to have. Discuss why each of these'could be important.

i good physical health;

attractive but loW-key personal appearance (no flashy jewelry,

strong perfumes, or "far out" hairstyles); and,

'liking to be comfortable and being able torelax quickly.

-3. Mr. and Mrs. Nathan recently moved, to Eugene, Oregon. gtriend

recommended Dinah Simmons to Mrs. Nathan when her hair needed a

trim. She was very p eased with the result.( Wteli she noticed

that her husband neede a haircut, she suggested he call Dinah.

Mr. Nathan said, "I'd prefer to go to asbarber." Discuss the reasons

Why Mr. Nathan might Prefera barber. Which of these reasons do you

agree with or disag ee,with? Why?
,

.
4
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4. In most states, a person seeking a cosmeto ogist s must:

a. be at Least 16 years of age;..

b. have completed the 10th grade;A.

c. pass a physical examination;
-t

d. have gradu.;ted from a state-approvedloosmeto gY school; and

examinatie.' pass a written and practical

Discuss possible reasons for e of these requirements.

Group Activity

i I

Select two local hair styling shops. Ask Parents and friends or

check the Yellow Pages .under "Beauty Salons." Pick businesses that

differ in type'of customer. Call the manager of each business and ask

whether he or she is willing to come to your classroom fqr a:half-hour

interview. (Explin.what the class is about.) Set up a time for the

interview.---Be-sure to get the owner's name. ,Write out the questions

students will ask in the interview.

Ask questions to give you information about the services,

customers, and competition of each business.,

Ask about the personal qualities that the owner or manager feels

ate important;.

Use questions to find out:what the person is like. Also note

your 9wn impreons.
. .,.

ip Ask what this business does to stay ahead of its competition.. .

Following the interview, spend 10 -15 minutes discussing how these

businesses are al7 e or di4erent in the things asked about.

;
12
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UNIT 2
a

Choosing a Location

Goal: To help yoil choose a location for your hair styling
shop.

I

Objective 1: List three things to think about
in deciding where to locate ylour business.

Objective. 2: Pick the best location for a hair
styling shop from three choices and explain your
choice.

I

13
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1..

Automobile and Van,

Showrooms and Lots

Parking

.;!
Supermarket and Pharmacy

16

Parking

Division of Motor Vehicles
tI

Ste yens A'venu

Co PI,

Shop

Vacant

Family
ServiCe

Association
,_,

Lawyers'
Office

.

Upper Level

Park and Basketball Courts

Laundromat
Shoe

Repair
Shop

Electric
Appliance

Repair Shop

Lower Level

Ice Cream Shop

Parking

Plant Store Fast Food
Restaurant

I

Fast Food
Restaurant

Parking

Carson Avensue

Single-Family Houses Aid Small Yards Single-Family Houses and Small Yards

a

Dillon Avenue
Single-Family Houses and Small Yards Single-Family Houses and Small Yards

Emerald Avenue
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NAH SIMMONS' BUSINESS LOCATION

For months, Dinah Simmons had been scouting around her,
community, Naperville.. She was looking for a good location

for a beauty salon. NaperNiille is a city of about 100,000
population. Dinah felt she could locate her salon-anywhere
in the downtown or outlying business areas. That way she

could still drive to work in 15 minutes or less.. She
preferred the south side of town because bus service was
better. Also, more businesses were 16cated in that area.

Dinah knew that there were at least four types of
beauty salons in NapervilleeThere were salons in the two
largest hotels in town. Therewere also many neighborhood
salons. These included a few located in owners' own homes..
Dinah preferred a neighborhood salon in a business loca-

tion. She wanted to get the salon space on a long-term
lease. 5

Dinah checked the papers every week for business sites
that were available for rent or lease.' Whenever she found
one that sounded ,good, she drove thiough the neighborhood.
First she called. Then she went to see the building sites
that seemed to be in neighborhoods that were busy and had
good parking.

Dinah finally chose the location marked "A" on the map on .

the opposite page., It had 200 square feet of space--enough
for a waiting room, two operator,)spaces, two sinks, two, or

three hairdryers, and storage space for supplies. A
bathroom and a small room for at office were attached. The

plumbing seemed okay, and there were plenty of electrical
outlets. There was a view of the park, and the windows
could be opened in warm weather. The lease payment seemed
a bit high for a non-downtown location. But Dinah liked
the extra space, end there was lots of free parking
nearby. She was able to get a long-term lease.

Dinah was 'very excited. She told her husband why this
location was good: "It's,easy to see and get to. It gives

me the space I need at-a reasonable price. And it will 4
attract enough of the kind of customers I want!"

15
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Choosing aLocation

tWhat to Consider

Dinah did somegood thinking before she chase the location for her

hair styling shop. She paid attention to important questions regarding
,.

&good business location.

Is it in 'e good area? Naperville has a big enough population to

provide customers for her beauty salon.-

Is .it an appropriate business location? 4, It is-a busy part of town.

It is near other businesses .but not very ,close t49,competing beduty4'
salons. There is probably a lot of car traffic and some foot traffi:c.

Plenty of parking, available.

44
Is it .an -appropriate building site? The building site has adequati'

plumbing, electricity, and ventilation. All' these things -are'iery

important for a beauty salon. The' space is shaped like a rectangle,

which will make it easy. to 'plan and (resign the Salon., There is enough

space for equipment and storage, ,and space for a waiting room. This

extra s c will allow for growth later on if Dinah's business does
,

well. Customers (and Dinah)' will be 'happy to ,have a restroom close by..

And the office space will make itpossible for Dinah to keep forms and

records handy'and peat.

Are .there any other things' that Dinah -sholild have done before she

chose this location? ,Remember, she took a driving tour of the

neighborhood. She also inspected the building.,

:16
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However, Dinah did not do the following things. 6

1 a 4

She did not take a, walking tour of the neighborhood. This would

have giVen herebetter sense of traffiepattetns. It also would have
t .'.

.

/
shown her the number and type of people walking through the neighborhood

.
and 'how good business w14,,in nearby shops-.

/

/

She did not go to the Cify Planning Offise. 'This is a may to find
/ ,., .

...

out about zoning restrictions for homes and businesses ill the
.

.

neighborhoOd. The Office alsothas plans for in the area.
, -

cr,

She did not visit with former tenants or neighbors. 'Dinah might

have talked to the last person Wher business.site or with neighbors or

other tenants. Then she could hake learned more about:
...

whether the construction is okay,,and whether the heating,

plumbing, and electricity are in good working order;

the owner of the-bililding; and

other tenants (what the other tenants who lease in this building
.

are like, why the space nextdoor is vacant, etc.).

.0

She did not'make follow-up visits to the location.. The reason for

this would be to get a better idea of the neighborhood and to recheck ,

the building site.

4.1

Dinah'.s business site )as many good,points. For example, it has a

'long -term ,lease. Also; it is not located in her04me. A long-term

lease means that the owner cannot, requireainah to move 'on short notice:

Nor can the owner raise the rent before the lease is up.' Being }n a

business location means that Dinah's salon wille convenient for most

Customers. It will also be noticed by peaple'doing business nearby.

Since she is not at home, she will not be digtiacted by her children or

other holm% concerns.

There are some possible problems-in Di.nah's business location,

however.. Remember, Din;Ih's goal is :to attract professional, well-to-do

customers. What features of the beauty salon!_a-lwighborhood might

17



bother this type of (customer? Also, is anything missing in Dinah"s

location? 4

Professional, highincome customers might prefer a beauty salon

as, doc.mtowh near major financial institutions and fine shops and .1k

restaurants.' Dinah, may need to work harder to attract them p) her

neighborhood location.

The income level of the neighborhood is probably moderate. So Dinah

will have to keep her prices down. Otherwise, she won't attract nearby ,

customers.

Having a car lot and motor vehicles division office across the

street is not ideal. Many of their customers may not be in the market

for Dinah's services.

Like most locationst then, Dihah's beauty salbn has.a.ew drawbacks

along with its good points. No successful owner of a 'small business can

afford to wait for a perfect location, of course. Dinah chose the

location from those avai)it lable that best met the needs of her planned

hair styling shop. So she is. off to a good start.

Summary

Choosing a location is important. First, you have tolick a general

area with enough customers. To be sure you do that, you have to get as

much informtion as you can. Second, you have t pick a good spot for

your salon. Now you know some things to thin about in pickihg a

location.

23

18



Learning Activities

Individual Activities

1. Below is a list of infordatioh you'll need to.pick a site for your

hair styling shop. Match each type of informatiton needed with the

best way of get ting that in .

Ways of Getting Information

a. Personal ly ins pect the site

b. Walking tour of the neighbOrhood

c. Visit to the City Planning Office

d. Talk with neighboring business

owners

e. Make followup visits to the site

Information Needed,

Whether urban, renewal is

planned for the area .

Times of day when auto

traffic is heaviest

Whether the plumbing is

in good shape

Cost and availability of

nearby parking

How strict the landlord

is about receiving the

rent on time

2. MI AS are some possible advantages and disadvantages of lociting a 1

hair styling. shop in a hotel?

34 'Which of these would you want to be as high as p sible for your

'bewty salon's site? Mari( them with an H, and e lain Your

choices. Which of these would you want to be as( low as possible?

Mark them wit Than L, and explain your choices.
A

Cost to lease or buy the site

Available parking spaCes

Number of ltimilar businesses in the area

19
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Number of fiirmer tenants in that .site

Bus routes thrOugh the area

Number of people passing by daily

Discussion Questions

I. Ydu just met the former tenant of your beauty'salon's new business

site. He also ran a beauty salon, and tells you some things about

the site. Which of these things would make you feel the need to do

something to help your own business? What would you do in each case?

'a. He closed the shop to retire.

. b. His,amount of business had dropped during the last year after

another beauty shop opened an,t1heaamestreet.

c. He thinks that more free parking space in the area would have

*helped his Business.

d.. Repairs and maintenance were always done quickly and well by the

owner.

2:- Team up with a classmate. Imagine you are starting a hair styling
0

shop as-partners. YOu are considering locatiqg the salon in a

downtown department store. Qr you might locate in a shopping center

mall in an outlying suburb. . iscuss.with your partner how thede

locations might compare for each of the following. What othei

things do you want to know about each location before you choose?

,Availability Of-parking

Number of women passing by daily

Types of customers you will attract

3; Teresa and Judith chose's 3,506-foot loft in a busy shopping center

for their first salon: It had dark cubicles and squeaky floors.

There were no windows, bathrooms, or sinks. Wiring, fireproofing,°N

c, and insulation were in poor conditioq.

a. What are the main problems with this location?

b,, What Are the most, likely benefits of this JocationN

20
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GrouP-Activity

Select ,a local hair styling shop. Cal anager and find. out

Whether he or she is willing tR t y isit the salon as part Of your

class activity. Explain what the s abdket. One team of students

will make a personal inspection of the site and get other inEotmation.

from the manager. Find out:

the location of the business site;
or

the size and shape of the retail area; and

the condition of the site and of the building, and lavailable

space for storage.

6 Another team of students will take a walkilig tour of the P.

O

neighborhood and find out:-'

types of businesses'in the area and how busy they are;-,.
.

number and types of people walking, nearby;

amount of automobile traffic; ands

availability and 'cost of parking space.

Each team will make a 10-minute report to the class on,what the
«

team members learned. AllQw.jither -students to ask questions about the

site and neighborhood. Lift Qn the board the strong and weak points of

this business location.

a
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UNIT 3

g Getting Money to Start

Goal: To help you plan how to get money to .star, your hair
styling shop.

Objective 1: Write a.business description for
your hair styling shop.

Objective 2: Fill out a form showing how much
money you need to borrow to start your hair
styling shop.

23 ,
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DINAH GETS MONEY TO START Hell HAIR STYLING SHOP

Dinah took stock of her finances. She.had about $2,000
in personal savings to invest. She thought about how much
more she 'would need.

Dinah spent a good deal of time figuring,,out her
starting expenses. She'planned to work alone. So she did
not have to pay out any salary. Dinah made. a list of her
expenses:

,Rent (3 months) $1,500
Repairs & Remodeling 300
Equipment & Furniture . 1,700

Supplies 900

AdVertising 350
Other: telephone; license; insurance 250

TOTAL $5,000

Dinah had about $2,000 of her own savings to invest.
That meant 'she needed to'borrow $3,000. She called an
officer at the bank about her need to get a loan. The
officer said she should bring in her statement of financial
need and a description of her planned business as soon as
possible. Then the _bank would be...able to process her loan
application.

Dinah began writing her business description. It

clearly and briefly deslribe&Tinah's plan to offer a full
range of hair dressing and hair styling services and to
sell high-quality hair care products. iShe gave an estimate
of the number of beauty salons and barbershops in Naperville
offering similar services. She pointed out the number of
potential customers for these servi es. And she wrote.down
the percent of this market that she hoped to attract. It

was three to six percent.

Dinah summarized her plan to attract professional women'
and wives Of professionals by providing personal consulting
advice. 1

1.

25
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'Getting Money to Stefflot

Choosing ,a Money Source

Each money source has good and bad points. ,Having money saved up to

help start your own business is 'wise. It shows you have the ability to

handle money. It makes,you less dependent on others. Lenders also are

more impressed if you have some of your own money to invest.

The danger, though, is in risking all or most.of your savings in a

new business. Then you will not have moneyto fall back on if

business is poor. You will be in trouble if an accident pr some other

problem comes up and you, need money fast.,

Dinah was aware of the rrsks. So she invested` only part of her

savings.' She.did not want to share her profits with anyone. So she was

not interested in having other people invest money, By borrowing from a

bank she would pay a high interest rate.° But she would avoid hassles

'oyer money with people she knew.i

*.T

,Statement of Financial Need

a9;

Each dollar .amount in Dinah's statement of financial need is an

estimate, or best guess, ..of what she needs. Perhaps she =pld get by

with asmaller amount of startup money. On the other hand, her s'

estimate for repair and remodeling seems low. Dinah's cousin said he

could do some repair work in-his spare time. If she spends $100 for

materials, for example, only $200 is left to pay

time.. Most construction and repair workers earn

So $200 will probably pay*for only a few days of

26

her cousin for his

a high hourly rate.

work.
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Dinah planned to buy just enough equipment to get .started; sAe would

get most of it secondhand from other beauty salons. She would buy her

furniture at a discount house. She made this list of needed equipment,

furnishings, and supplies. For supplies she figured both 00-supplies

she would use and those she would sell to her customers.

Cosmetology equipment--$400. This would include supplies such as

curlers, a blow dryer, permanent wave rods, spray bottles, a hot comb,

gloves, a neck strip and holders, combs and brushes, clips and rollers,

hair pins, and shampoo and comb -out capes.

Furnishings--$1,220. This would include needed furniture such as a

- styling chair, a shampoo bowl, a dyrer chair, a comb-out station, a

booth for styling/tinting, a.reception desk, a reception Chair, two

waiting room chairs, and a coffee table.

Cleaning equipent--$100. This would include supplies such as a

broom, mop, and dustpan, a toilet brush, sponges, toilet paper, and soap

and cleansers. These three subtotals added up to $1,700, the 'amount
,'

Dinah had put on her expense list for "Equipment & Furniture."
A

Cosmetology supplies--$900. -This'yould include items such as

shampoos, ,color rinses, special rinses, hair colors, lighteners,

conditioners, permanent wave solution, and hair spray. This amount

appeared on Dinah's expense list under "Supplies."

Dinah's list cif needed equipment and supplies is very long. But a

complete list will help Dinah be sure she has enough money to make a

. good start. Cian.you think of anything she left out? A cosmetorbgist
.

always.needs towels: Unless_Dinah Planssto bring a supply from home,

she should add towels to her list of needed equipment and increase her

financial estimate.=

Note that Dinah.plans to start with only enough equipment to serve

one customer at a time. This is reasonable, because Dinah wants to get

started with as little money as possible. She also plans to work alone.

27
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Besides, if Dinah plans her time carefully, one customer can be under

the dryer while she Wrks on another customer. Later, as her business

grows, Dinah can get 'more furniture and equipment. Then she might bring

in a partner or employee,

Most lieauty salons. spend pne to three percent of their'operating

-budget for Dinah budgeted over five percent of her total

"lestart-up budget for advertising. Her estimate is higher
r
because she

wants to do a lot of advertising during her three-month start-upperiod.

This will let people know about her new business. Later she plans to
. -

reduce her advertising budget and count oh offering good services to

keep customers coming back.

)

Here is Dinah's completed statement of financial need that she used

in apptying for a bank loan.

STATEMENT OF FINANCIAL NEED

,Staff Ling Expenses ,`Money on Hand ,

Rent (3 months) $ 1,500

Repairs slid Renovations 300 Cash on Hand 2,000

Equipment and Furniture 1,700 Gifts or Personal Loans --

Supplies 900 Investment by Others --

Advertising 350 TOTAL 2,000

Other 250
.

. TOTAL $ 5,000

TOTAL STARTING EXPENSES $ 5,000

TOTAL MONEY ON HAND 2,000

. - TOTAL LOAN MONEY NEEDED 3,000
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Business DescripOon

'Dinah's planning for her business was very thorough. In her

business description, she described her ideas for an appealing business

image. But something was left out that theltending institution will

want to know. This was her plan for locating her business. The

business description should state that Dinah plans to locate her beauty

salon in a neighborhood location'that is:

close to shopping, parking, and public transportation;

set up to house a beauty plan with minimum repair and

remodeling; and

in an area where no other beauty salons are in business.

This information will help the bank decide,whether Dinah's plan for her
t

small business is sound.

Dinah also included letters from some of her cosmetology instructIrrs,

former bosses, and satisfied customers; These letters made a strong

case for her competence as a hair stylist. They also described her as

determined, businesslike, and quite-abl.e to manage her own business.

The business descriptions that banks review in considering loan

applicaions psually don't include personal letters. Dinah hoped this

unusual touch would make her application stand out. It was also an

example of her ability to solve a problem in a unique way. Theletters

were brief, from well-respected people in the community, and favorable

but not flowery.

Summary

To apply for a loan, you need a business description and a statement

of financial need. A beauty shop business description explains the

services to be offered and the types of customers the business will

attract, It shotild also highlight things that will make this business

-
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stand out. To write a statement of financial need, you must estimate

start-up expenses and money on hand. The difference. between these

figures shows 410W much you need to borrow.
A

3 '3 3
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Learning ACtivities

Individual Activities

qr

1. List the advantageaand disadvantages of borrowing money from

friends to start a hair styling shop>,-

2. Ronald Peterson applied for a loan to open a beauty shop. His

blisiness plan had just one sentence under the heading; "Potential

Customers." It stated, "Every citizen in San Francisco who has

hair, skin, or nailA is a potential customer." What is wrong with

this description?

3. What are five things that a person seeking a loan to start a new

hair styling shop should include in the business description?

4 What are the problems and benefits of borrowing money as compared to

depending on your own capital to start a hair styling shop?

Discussion Questions

L. Why is it important to develop a sound statement of financial need

for a new business even if you do-not plan to request a loan?

2. Which part of your business description do you feel should get the

Alor most attention: the products or services you will provide; the

business, location; or the potential competition and how you plan to

meet,it? Explain your answers.

3. What are the chances of ge=tting a lender to help someone start a new

hair styling

31.
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Group Activity (

Three students should take the information from Dinah 'Simmon's case

study and develop a three- to five-page business description suitable

for making a loan application. Each of the, students will write about

one of these topics:

products and services too be offered and planned' business

location;

existing competition And expect, share of the market; and

plans for competing successfully.

32
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UNIT 4

Being in Charge

O

'Goal: To help you learn about managing work aid people i
a hair.styling shop.

Objective 1: Plan how to get workers for all
the necessary, tasks of your business by hiring

employees, contracting for services,' or both.

4

Objective 2:' Pick the best person for a specific
job in your business :11

/'

Objective 3: Describe the types of training you
would give employees depending on "their jobs and
backgrounds.

rw
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DINAH CONTRACTS FOR SERVICES
W

Dinah has now opened her beauty salon: Hair Fair- of
Naperville. She is building up steady customers. Her
Irregulars" are also referring new customers to her. Dinah
enjoys most of the tasks involved in managing a business.
Some days, though, she finds there is too much to do.. One
night she made.a list of necessary tasks.

1

Work Involving Clients

Schedule appointments
Consult with each. customer

"Prep" each customer (shampoo,
condition, toweldry, comb
wet hair)

Basic hair work (trim, treat,
color, 'perm, dry, comb out,

Other Work

Order supplies
Clean and maintain salon
Pay bills
'Keep the books

Accounting
Correspondence,
Advertising

,spray hair) ° %

Sell hair care products
Collect payment

. .

This list Helps Dinah see the many ways her time is
spent to keep the business goihg. "To be more organized,
I'll continue to use my schedule book for my appointments.
But I'll start another sched5le book to keep track of my
other work."

Being more organized helps., But after a few months
Dinah feels she needs more help. She decides to hire

'It people to do the tasks she finds'the hardest, or the ones
she doesn't enjoy. She contacts a janitorial service to
get someone to clean her salon two or three times a week.
She also decides she ,needs an accountant. She doesn't mind
paying the regular bills. But it's hard to find time'to
prepare summary financial statements every month. She also
wants help in understanding what the monthly figures mean.
'That way, she can make her business mote successful.

35



Being in Charge

Developing a list of business tasks helped Dinah sort out the tasks

she wanted to do herself from those'She wanted someone else to -do.' It
0

cosmetology, a's in most businesses,/you can divide the.work a number of

different ways. But somebody must be responsible for every important

task.

Listing Tasks

Dinah's list of tasksis ve;ly complete. It covers moat of the tasks

a new hair styling shop owner might have. As her business develops,

other tasks may also need to b done. One examplJ'is keeping up to date

on hair styles, techniques, a d hair care products. Dinah might want:to.'

add a task for this. She mig t call it "my own training" or,"self

renewgl." Dinah will keep u to date by reading trade magazines and

advertising circulats. She ill join a professional,cosmetologists'
.%

associ tion and attend meet ngs with other cosmetologists. She may take

cour es to learn new techni es.

/-

Dividing the Work

pinch is already thinking about hiring people to do some of her

business tasks. So Dinah comes up with another idea. "Some of my

customers could definitely use help wit their nails. If I hired a'

manicurist, I could'offer an extra service and.make more money." But

the thought of supervising and paying employees does not appeal to

Dinah. She prefers to hire people who work independently. Then she can
a

get help just whin she needs it on ,a shortterm basis. Or she can .

contract for services on a regular basis.
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Contracting for Services

Diriah Contacts a janitorial service. The minimum weekly charge

seems too-\high. 'So Dinah turns to the newspaper directory of service

specialists. 'Listed there, are people who hire themselves-out to provide

all kinds of services. She contacts and screens several housecleaners.

Ms. Lydia Mason has worked several years for an apartment house manager

cleaning apartments bttween rentals. Dinah explains what needs to be

done to clean the salon. Lydia agrees to-come in Monday night and

Thursday Morning (Thursday is Dinah's day off).

For an accountant, Dinah talks to<6T.TeiWrof her customers who are

in business for themselves and to other cosmetologists. The recommen-L,

dation she hears most often is for Mr. Jack Taylor of Taylor and

Associates, Public Accountan Mr. Taylor come to Dinah's salon the

following Thursday to di cuss he financial recor s. Dinah mentions her

concerns about staying_ale possibl -e financial losses and knowing

when to make a change to improve profits, Mr. Taylor explains the

-accounting forms and procedures he will use, to help Dinah with these

issues. Dinah sees Very quickly that Mr. Taylor will be very .helpful to

1

her.

a

As her business continues, Dinah may want to hire other types of

.people. A secretaryreceptionist might be.hired to handle scheduling

appointments and writing correspon4npe. Then Dinah could free up even

I more of her tome for "prep"ria basic hair work. If business expanded

g eatly,!Ding-cOuld, of course, hire co workers -to share .hafr care

to ks with her. But Dinah often says she,liketto "work alone," meaning

she's happy with just her and her customers. So she may-not want to

expand her business to the point where she needs other employees doing

cosmetology work.

37
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Dinah's' Hiring4Strategy.

Dinah decided on a ,self-..employed horecleanereinstead of a jani-

torial service fortwo'basic reasons: pay and experience. She was able

to hire the housecleaner at a Lower hourly rate than wiaai the janitorial

service "charged. Lydia's experience cleaning apartmentsalso seemed to

be more like the work needed to/Clean a beauty salon than the janitorial

service employ4es' work. Probably, Dinah also preferred being able to

deal with one person, Lydia. Lydia may be willingto work more or do

different jobs from week to week, depending on Dinah's needs.

. 1.

In selecting an accountant, Dinah's strategy was a bit different
ysoo

than for hiring a housecleaner. She needed high-level, professional

service. So she,sought recommendations from other professional people

whom she knew and trusted. She .arranged to sleet with Mr. Taylor,at her

p;ace 'of business, since he will be working'for her. As she had with
f4

Lydia, Dinah provided Mr. Taylor with information about the business

that he needed to do the job.' But she also listened,to his recommenda-

tions, since he is trained to carry out work that Dinah cannot do for

herself. Both Dinah and Mr. Taylor had to be satisfied with each

other's professional skill before they agreed to do business.

Training Employees

To what extent will Dinah be responsible for training'her two new

business associates? With LydiSithe housecleaner, Dinah assumes Lydia

knows how to use housecleaning equipment and supplies. She will trust
,or

Lydift on how to get things clean, for the most',,part. 'All Dinah plans to

offer in terms of training is to tell Lydia what she wants cleaned, and

how often. She hopes, that Lydia can work out,a,detailed list of tasks

and follow it herself, without much supervision. Dinah, though, must

checkLydia's work carefully and tell her if something is nop okay.

In the case,of Mr. Taylor, Dinah also had to tell him What he needs

to know about her business to take on her accounting tasks. -So she
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showed him her financial records and forme. She explained the kinds of

financial decisions,she wants to be able to make. Now it's up tot

Mr. Taylor to give Dinah summaryinfOrmation and recommendations to help
0

her make those deci-sions.

Dinah might-have hired an employee to do hair care. Then Dinah

would probably have been more active i training that person. She would

have worked out with each employee:

the specific tasks to be carried dirt';

the materials to use; and

how to do the work--fbr example, whether to leave the curlers in

for 15 minutes or just for 10 minutes on a first permanent.

Summary

Obtaining needed services takes some effort. Now you know some

'things to think about in contracting for services. YouralEo know what

,,to consider in hifing and training an employee.

O

.1(1,"

;
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--Individual Activities

Learning Activities

O

e.

1. You want to hire someone to keep the financial records for your hair

styling 'shop. List three personal qualities you will look for in

the person you hire. Why is each one important?

2. Hair stylists working in salons owned by someone else receive wages

in several different ways., Talk toltwo or three hair stylists it)

your area about the wages they receive and how they are paid..

3. You are considering hiring a manicurist to provide services your

salon does not now offer. List three possible benefits andthree

possibleproblemd of_hiring this person.

4. Elton hired an elderly woman to assist in his beauty shop. She is a
I

licensed cosmetologist. But she has not practiced-for 15 years.

List three'ways Elton can giye her training in creating uptodate

hairstyles.

Discussion Questions

Discuss the'things you would look for in a beauty salon employee to

-provide'hair care services. Make a list of the skills and personal

qitlities you, agree are most important.

2. The owner of the beauty salon'where,you work wants to hire another

cosmetologist. He asks you and'the other tosmetologisth to check

the job description he wrote. Which of these statements is all

right as is? Which need to be changed?
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Write an improVed statement for each one thatshould be changed. Be

prepared to explain'your changes to the owner.

JOB DESCRLEIZON

',/

The successful job applicant must have:

a. at least two years' full-tiMe experience in a beauty salor
b. a four-year college degree; and

c. a pleasing persOnality.

3. Discuss ways that a hair styling shop owner could ;find out about

people who might want to work in his or her beauty salon. (It may

help to think about all the ways you and people, you know found out

about jobs.)

Group Activity

One student will role play the ownex,of i beauty salon. Another

student will role play a person applying fOr a job as a cosmetologist at

the salon. Other students will observe and comment at the end of the

interview.

p

Role of,eTployer. You are Carolyn Johnson. You have owned your

beauty salon for five years. You employ three cosmetologists who do.

both hair care-and manicuring, and a bookkeeper-secretary. One of your

cosmetologists i$ moving to another state. You are interviewing people

to find a replacement for her.

Role of applicant. You are Joan Murray. You have just completed a
- .

,

state license. You are.course in beauty school and received yourNI d

looking for a job in a beauty shop in yourtown. You would like to work

four days a week. You-Prefer a shop\that has both male and female

cus omers.. Youtmade top grades in beti1it,y school, enjoy people, and are

in good physical healtli, .\- \
',...,

. ,



'Instructions. Af dr introductions, carry out a 20-minute interview.

Since time is limited, both the employer and the applicant should focus

on the follOwing points: (1) what skills this applicant has; (2) how

well she meets the'job requirements (education, experience,,license);
7

and (3) whether she is.interested in a long-term career in cosmetology.

s.
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UNIT 5

Organizing theWork

Goal: To help you learn how to keep track of the work of a
hair styling shop.

Objective 14 Fill out a form listing the 0ka
and materials needed to serve customers of a hair
styling salon.

Objective 2: Develop a daily work schedule for
a cosmetologist.

43
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DINAH GETS ORGANIZED

Diaah had two main problems to solve to get everything
done in her hair styling shop: She had to develop a clear
plan for giving each customer needed hair care services. ,

She also had to schedule_her time. Dinah decided tha" if
each'person was served as quickly as possible and liked the
result,:her planning Was good.' She wanted to end each week
feeling, "I got done most-of what I planned to do this
week." Then she would feel her scheduling was working.

Monday Dinah arrived at work at 7:30 a.m. She checked
her message tape and returned Mrs. Rawlston's call.
Mrs. Rawlston said she was readylor another-trim and___
perm. Dinah said Wednesday at 9:15 was free; and sife
filled out,a a work order form on Mrs. RaWlston. Then she
phoned the' other person on that'day's tape. Mr. Denton
.made an appointment fdi a haircut. Dinah filled outs the
'work order form for him. She noted both lis.,Rawlston's
and Mr. Denton's appointments on her daily schedule. -Then
Wanda Carnine arrived for a.hair appointment.

While she is working On Wanda's hair, other customers'
call for appointments. Dinah fills in the agreed-upon
times in her appointment-book: .She will fill out thework
otder forms after Wanda leaves.. After four more custo-
mers,.it's time for ldnch; Today Dinah has a lunch date

--with Martin Schwarz, a gra'phfc artist. They discuss ideas
for a mail-out flier. "I'll bring the final copy for you
to check by Friday at 5:00,'",Martin promise.

,Now, Sack to the beauty salbn. At 1:30, while Dinah is
shampooing Miss Carson's'hair, Mrs. Rawlston calls.back.
Her husband has invited her to- join him on a business trip
to Denver. They muse leive,tomorrow. Could Dinah squeeze
her in today, or early tomorrow morning? Dinah checks her
schedule bOok. She had'planneetO give herself a permanent
at 4:00 and write letters and pay bills until 6:00. She
decides, to'skip her permanent and take care of just the
most important 125.11s. Then she can take Mrs. Rawlston from
5:00 to 6:30.

4
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Organizing the Work

In a hairstyling business yOu need to organize your Work to get

everything done smoothly. This'meins keeping track of your customers'

'appointments. It also means organizing the other jobs you'll need to

°get, done - -like ordering supplies, paying bills, and-studying about new

styles and hair care techniques.

. Work Schedule

Dinah's schedule 8n Mond/y looked like this:

MONDAY APRIL 211

7:30-8:30 a.m. .Arrived at work, checked message tape,
returned calls, scheduled appointments.

<

8:30 a.m.-noon 'Worked on customers' hair, answered phone,

.
_ scheduled appointments. : ,

noon-1:00 p.m. Lunch with artist to plan mail-out fliers

1:00-6:30 p.m: Same as 8:30 a.M.-noon; also paid

She has to keep track of every hours (and half-hour) of work care-
,

fully, so she uses-a daily appointment book like the one below. The page

is filled out for Monday morning. Dinah tries to schedule her last

appointment'at 5 or 5:30 p.m. so she can go home at 6:00 p.m.

46
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WORK SCHEDULE

DATilr Monddy April 21

Time Customer ' Service-Desired Comments

8:36 Wanda Carnine , Comb-out

9:00 Mabel Stewart Flexiperm New customer
_

9:30,
It It u -

10:00

10:30 Martha Fabatz *Cut & set- May belate

11:b0 Louise Smith Shampoo & set 941-2022

11:30 Gertrude Larsen Haircut ("MO")

NoOn Lunch with Martin Schwarz, Meet at Four

artist Points R vran

ninah likes the variety of her work. The work week is always busy,

but it is never the' same from week to week. Since the works for her-

self, Dinah can switch her schedule around, to give special service to

customers (like Mrs. Rawlston). She can also allow for things that she

wants to do.

I

Sometimes, of course,-Dinah wishes no one would call. Then she can
(

deal with one person lit a time! Dinah asks her customers to phone

before 8:30 a.m., during the noon hour, or after 4:00 pa. She usually

schedulA haircuts for those times or other tasks that won't suffer if

.she hag's answer the phone:, Of course, many people call at other times

during the day.

Sidce Din: serves so.inany customers, the gther work of her business.

gets squeeze into her "free" time. For example, ±he gets behind on

paper work she can catch up on Thursday. Thursday is Dinih's "day

dff," when she sees no customers. But she usually spend's at least three

hours.at he, shop working on the books. She makes lists of needed

cleanin or repair jobs and orders 'supplies.
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There are other things Dinah does
A

to'keep up when busipess gets

busy. Note the following examples,

Dinah is right in the middle of a dye job and'the phone rings.

She answers- and says she'll call back'it: 201minutes, when she

Will be 9.nished.

-A former regular customer is .bask for a visit and asks for a

trim.` Dinah makes an,evening appointment to fit him in

To keep organized, Dinah needs a clear head. Being kind and patient

in the way she deals with people also important.

Record of Special Services

Dinah fills out cards for customers to whom she gives permanents and

other, special treatments (like froiting and dying jobs). This helps her

know which beauty products she has used, and the success she has had.

Every customer has different hair. SoMe hair responds better to one

permanent wave sollion, other hair to another. Curlers have to be left

in longer for some customers than others, too. Her "special services"

1 card looks like this:

Customer lk

)

Date Special Services Comments

Dinah files-thesecards.in alphabetical order by the customer's name.

This system helps her keep track of the hair- qare history of her regular

customers. She looks,at the card each time she gives a ilmanent or

des, tints, or frosts hair._ She fills out the card every time she

finishes a apecial job.
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Summary

A hair styling shop owner' needs to'be well organized. As a beirbty

salon owner, you will spend a great deal of time making and, changing

appointments. A daily work schedule will help you arrange your time,t

get everything done. Keeping a record of special services given to

regular customers helps you give them the best hair care--time

time.

A

after /



4

7

Learning Activities

Individual Activities

1. Fill out a work schedule for the hollowing customers:

Carla Romano, a new customer, has an appointment on Wednesday,

May 5,.at 9:00 a.m. Carla wants a shampoo), trim, and a special

extratight permanent. Thisjob will take two hours.

Eliza Dayton wants a shampoo, cut, and set on the same day at

11:00,a.m. If Dinah can take her earlier, Eliza wants Dinah to

give her a call: This job will take an hour..

DATE:

WORK SCHEDULE
...

_

CommentsTime Customer . Service Desired

8:30 .

9:00
,./L

,

9:30. ,

10:00
.

,,

10:30

11:00 - .

11:30 . .

.

Noon 4: 1 1

2. List two advantages and two disadvantages the owner of, a hair

styling shop has in scheduling time compared to a besuty sale

employee who works. fixed hours:
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3. List three things 154.zah Simony could do to cut down on phone

interruptions while she's working.

1. Melanie, trained as a cosmetaiOgist, lost her hearing in an acci-.,

dent. 'She wants to open a beauty shop. How can Melanie handle

taking appointments, since she cannot answer phone calls?

Discussion Questions

1. "It is easier for a business owner without employees to scheduler .

work and get everything dbne than'it is for one with employees."

Discuss ways this statement may be tr , and ways that it may not be.

2. Do you think D/inah's schedule for Monday, April 21 is the ay you

would like to spend your day if you owned a ha' styling shop? Why, t,

or,why not? , i

-)

3. Jackie Smith red Karen a'schedule customer appointments fbr his

beauty saloon. 'Jackie' notiC6 tclICKaren is scheduling all the short

appointments (like haircuts) in the morning, and all the long

appointments (perms, dyes., etc.)- in the afternoon. Are there any

problems with this?

Group Activity

4 401,

4 ' .

Asa group, list all the tasks. -that the bwner of'a 3,,r styling shop

with employees has to do. Lin both usual and unusual tasks. Put them

on the-bbard. Decide how often, each task should be done: daily, weelly,

monthly, etc. Then develop 'a, one -day schedule for 'the owner that allows

timefor doing two or mote or these tasks plus working on customers.
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Setting Prices

1

41 Goal: f-67help you decide how to set prices for hair

styling shop.

4

Objective 1: List factors that affect the prices

of hair carervices.

Objective 2; Pick the best price for a specific

hair care service.

C
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DINAH SETS PRICES

Mr. Weeks, one-of Dinah's suppliers, called on
Tuesday. ,A few-weeks ago he had sent her a letter about
Fleiiperm. This is a new permanent wave techHique that is
very good fordyed or damaged hair. He can now begifi
filling orders for the Flexiperm permanent wave solution:.
But he will supply it to only. three local hair styling

,

shops. - "Would you like to be one of the few salons in
Napervilre that offers Flexiperm?I he asks%

- Dinah says_yes. She think's this new method will be
better for some of her customers than the method she has
been using. She orders enough Flexiperm solution for about
15 permanents. Dinah thinks to herself, "I'll,offer the
Flexiperm at a low price at first. This will get mdre
people,,4interested in trying it. It will give me-more
practice in giving it; too. Then I'll need to raise the
price, because the materials' cost more. It also takes
longer boo give this type of,permanent."

Dinah decides to do a mailing about Flexiperm eb her
customers. It will state that or three months the
permahent will be offered for a special price of $25.00.
This Is'the same as foi a regular permanent. After 'that
the price for a Flexiperm permanent will be $35.00.

*1\

ti

.
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Setting Prices

v

Hair styling; shop owners must think about a number of things when

setting the price of a service:
. ,

cost of supplies;

operating expenses;

profit;

. demand; .and

competitors' prices.

To decide how much to charge for a Flexiperm, Dinah thought abbut each

one of these things.

I
Cost of Supplies.

To'give a customer a perinanent, Dinah needed to buy various supplies

such as shampoo, wave solution, and creme 'rinse. These costs we called

,cost..of goods sold. She included these costs in her price for her
9 t,

',permanents.

Operating Expenses

0
o

Dinah' had to Charge enodkhfor'services' to cover the expenses of '--

. running the salon. She had ,to pay her lease, keep her equipment in good

condition, ed,pay a monthly:water and eledtricity bill. Dina6-figured,
, ,

that 4iclie needed to charge af least $5.00.,,for one hour of service just to

pey'her opefeting expenses. If she had had other beauticians-whom she

had to pay, Dinah would have had to figure their wages, into her oper-
--

sting- expenses 1 , tolo

it

4.,

it.
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The dinnunt.you add to your pribe depends, of course, on how long it

' takes-to do the job. yor,example :for jobs that ,took 'two.hoUrs,,Dinah
1\1

doubled the amount she needeif to inplude in her price'ior operating

) .expenses. / ,

A

Profit

. . .
'. .

Besides all the costs end expenses- she had to pay,. Dinah wantedo
. , ,,,-, .-,

make some profit Cop each permanept. Frail her pr6fit'Came paymgnt for gll

the work she aid in her hair'sEYling shop7-her salary,. This included
. .

..,, , .

payment for the hair care she.gave.to.customers and the other'bhainess
....

management jobs she did like advertising and recordkeeping From her

profit Dinah also. paid income tare's and bought new.eqUipment and furni-

ture for her.shoA, She Was also thinking ofredecorating.

Demand

.

Dinah took soiethin. else into account in pricing the Flexiperm. She

wanted to build up demand for the; new service. She wondered how a new

service (Flexiperm) that wag'more expensive could coppe,0e,with..an old

service cregular perm) that most cpstamers liked. Dinah decided that, a

special price was the best way. She decided that for three months Flexi-

perm would be priced ,the same as.a.Kegular permanent, even though the
,4,

materials were more costly-and it took more tim'e. 'After tdatomers tried
.

the new perm, they would see,for themselves that it_was better for, their
a ..

hair.' 'en: they would be more willing to'Pay more.for thCbetter . "

product 4.

Competition

. r'

:...*.

Dinah codldn't%charge too Much,more--thenlier Competition:did. Shee e*:,-e

found out the other salons were asking for a Flexiperm. She made ,

her price xhe same,as one of the salons and a little lower than the

57
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other.' Ii..Dinah's shop had been known as the "best in town," she might

have been able to chargeslightly higher prices.

Summary

P

' Several things affect the price of cosmetology services. Operating

expenses, cost of supplies, and profit for the owner must be covered.

Customer demand'and competition frpm other salons also affect how much

yOu can charge. For example, it demand for a service is high and

competition is low, it'ii possible to charge more.,,In this unit we
.

"discussed prices of 4 permanent. Different services have different

prices, however. You should%charge more for services that take more

time,. skill, or.materials.
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,.earning Activities

a

Individual Activities

1. List three reasons why a haircut_costs les than a 'permanent.
I

2. At Hair Today, the same permanent that costs'$25.00 at Dinah's salon

is $30.00. At the Graystone Beauty Shop, it costs $20.00. Lis
11.

three things that might explain the range in price.

3. What is the best price for Dinah to charge for a.trim: $5.00

$10.00, 5.00? Explain your choice.

4. Daah charges her "old regularS"a bit less for haircuts^than new

customers. In What ways does this practice make sense? In. what

ways could it be a problem?
a.

5. The prig of supplies has,4one up 10% since last year. Claire

Rainwater decides she must raise her prices or she will have to cut

herownand her assistant's salary to avoid going into debt. List

two problem's in doing each of these things..

Discussion Questions

1: Hernando Jimenez owni,a oheperson unisex hairstyling salon. /le

raised pritei to fight inflation, and business dropped. What can he

do,to)increase business?

2.r -Do you agree with Dinah's idea of offering the Flexiperm at the same

price a a regular perm? Why, or why not?
V
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3. A hair styling shop owner with employees 14s. to take into account

some things in setting prices that a self-employed cosmetologist

working alone does not. Discuss? these things. -

x
. r'

Group Activity.

The-DeLuxe Beauty School has a high volume of business. No

appointments are needed. Hair care is done by students training to be

cosmetologists. It is located.in the university shopping area. It,is

the only beauty school in N'aperville.

As a group, discuss the following.

How would pi-ices at the DeLuxe probably compare to.Dinah's 1

prices?.

,

2. Discuss how the DeLuxe would differ from Diiiah's beauty salon in

each of these things that affect the price of cosmetology ser-

vices: cost of supplies, operating expenses, profit, demand- for

service, competition.

The DeLuxe charges $15.00-fbr--6ftiing up a dye job. How much .

should Dinah charge - $15.00, or $20.00?

Nv
,,

//

..
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UNIT 7

.

:Advertising ea Selling
I

1

Goal: To help you learn was to advertise and sell ,thy

services-of a hair styling.shop.

Objective 1: List ways.that a hair styling shop

promotes, or "aells,"'is services.

Objective 2: ,Pick one way to a ertise a hair

styling shop.

Objective 3: *Design a printed-ad for a hair

styling shop

I

61,6
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DINAH ADVERTISES

Over the summer Dinah moved her shop. She has been

busy painting and buying drapes. H4r sons did some repairs

and made a sign for the outside of the, building. The sign

says, "tlinah Simmons, Hair Design." Dinah is eager to

advertise her new business name and location..

Dinah has an ad in the Yellow Pages.' She will also put
an''ad inothe' university paper now that a/new school year is

about to begin. Since she has made changes, though, she
wants to do something extra.

Dinah decide to print some fliers to advertise her
shop. She has 1,000 printed. Then she arranges to have
two high school students put them on the doors of'all the
homes in the area near her shop.

"My fliers area very classy. ti think the women in the
Oakglenn neighborhOod will like My professional image and
the-services I offer.1 If my fliers bring in 10 new regular
customers, I'll be happy. .If eachone of them refers a

friend 'to my shop, I'll be even happier!" .

63
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Advertising and Selling

Advertising is important for all businesses. Offering good services

in a friendly setting is not enough. If no one knows about you, you

won't get customers, and your business may fail. Once yqu attract 'people

through adverting, you must keep them coming to your shop time after.

time. This means "selling \your services through your hair styling
.

skills and your friendly service.

when your shop opens, you should plan a large advertising campaign.

Later you can do less. You should advertise every month, however, to

stay successful. You must follow ;he steps of good selling every time

you see a customer.
A7 7

How to Spread the Word

Of all the kinds of advertising yoU can use, the following ire'

A.

'

probably best for a hair styling shop:

Yellow Pages ads;

2 ads in local newspapers;

(fliers and business Cards; and

word of mouth.

A Yellow Pages ad is a "must" for'every ha& styling salon. For a

small monthly fee you tan list your name, address, and phone number. Or

you can pay more and include an illustration and a list of your services.

The Yellow Pages are used by people who already want to buy. Therefore,

they are quite successful in bringing in customers. Yellow Pages ads

also list a long time.. Once you've designed yourad, it will appear day

after day for a full. year.
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The best time to talk to the telephone company about a Yellow Pages

adis several months before you open your doors. It takes time for a

new directory to be printed. Plan _ahead soethat your ad wilappear

when your shop opens,. Remember, too, that every other salon on the area

will also be using the Yellow Pages. Make your ad special so it will

stand out from the other;.

c4

Another way to advertise is to run ads in the local newspaper. To

attract attention, use an illustration and offer a discount once in a

while. If you decide to use the newspaper, your ads should appear every

week or at least .once a' month.

You can also mail or pasi out fliers to the people you want to be

your customers. Fliers are tore personal than newspaper or Yellow Pages

ads. 'They often get better results. They are especially, successful if

you pick carefully the group of people who will receive-them. Your

"target group" should be people who.live nearby and whom you think will

want your services. For example, Dinah wanted to attraci professional,

middle-aged women to her shop. She sent hest- fliers to an upper- middle-

'class AeighbOrhood near her shop.

- You can also pass out business cards to your friends and post them

on bulletin boards at community agencies, grocery stores, colleges, and

other places of,bbsiness.

Word of mouth is your very be'Crway"to advertise. This'is not some-

thing you do direclily; it's what your customers do.for you. Most hair

styling shbp owners know that the best advertisement is-a,beautiful,

satisfied customer. In styling hair, your goal is that plople,will see

your haircuts on their friends and, say, "You look terrific. Who cut

your .hair?" People who like the way' you treat them in the shop will,

also spread the word. If these things happen, your advertising is half

done'for you.

f
I
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Why Advertise Every Month?

Suppose you have enough regular customers td fill up ydui calendar.

You may think that you no longer need to advertisd. This is not true.

You should advertise every moth Eo:
A,

encouragefirittime customers to come back;

remind regular customers that you're'"still around";

attract new customers to replace ones whd move away.;

inform people of your new address or new services';

announce special prices and

bring in customers for newly hired, stylists:

How to Sell

Good cosmetologists "sell" their services.' They show their-custom
',

ers that they understand their needs. Dinah "sells" her business every

day.

She is as pdlite and helpful as she can be.

She answers questions and gives advice.

lk She makes customers feel
A'
special.

411P-

Si

Dinah sees- eightormore-peop e a flay and a ks to others on the phone.

So she has plenty of'chance to "sell'! her business.

One survey of hair salon customers found that good treatment in the

shop is even more important to customers. than a good hairdut. Keep this

in mind as you deal with customers. Treat each one with special care

every day It's the right
s.
thing to,do, and it "good business."

Summary

There are many ways to adi?ertise and "sell" your hair styling salon.

Advertising tells people about your shop and gets them to come'see you.
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Your high-quality hair care -and your friendly service are ways to keep

your customers once they come in. Good service /also makes yours

customers want to tell-theirfriends about your shop.

1
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Learning Activities

Individual'Activities 43s

1. List three things a hair styling salon owner can do to "sell"- the.

business when serving customers.

2.. List three things'agood printed ad for a beauty shop should include.

3. Why do you thir& Dinah doe§ not advertise in the university news-

paper on a regular basis?

4. How might a Yellow Pages ad and a flier IlortIjnah's beatity- salon

differ in: who sees the ad;,the amount of detail given about
1 \

Dinah's. services; and costs?
.

......)

Discussion QuaEltions

1. V'What is,wrong with a "mod" newspaper ad to advertise Dinith's hair

salon? 'What image should Dinah's' ad present to appeal to the

customers Dinah wants?

, .

2: People bUi cosmetology services for many reasons. Make a list of

all the reasons you can think, of. Then decide on one thing a' new

beauty salon could offer to appeal to customers! needs for: (a) com

fort; (b) convenience; (c) prestige; '(d) health: andi(e) economy.



A

c.

Two to.four students should degign a printed ad

salpn to run in the local daily newspaper. The ad

(a5 headline; (b) copy (description of Dinah's sery

shop is the ',fibest"in the area); (c) illustration (

(d) identification (name, address, and phone number

or identifying symbol). Th d should also have an

ed organization.

A second group of students should jud.ge the- ad

good)' and explain -their judgments to the cla%s.

69,,7
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UNIT 8

Keeping Financial Records

ra

Goal; To help you learn how to keep financial records for
a hair styling shop.

Objective 1: Fill out a sales slip for a sale
in your hair styling shop.

Objective .2: Fill out a daily cash sheet
for money received and paid out in one

tta

e-
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DINAH KEEPS TRACK,OF FINANCES-
,

Dinah just 'gave Ms. RaMon a permanent. Ms. Ramon
bought two large bottles of shampoo. Dinah makes out a
sales slip for Ms. Ramon. "You're going to break me!"
jokes Ms. Ramon as she writes her check for $58.96.

After Ms. Ramon leaves, Dinah closes foi- the day. She
fills out a daily cash. sheet. Itshows the money received
and paid out today. Onher sheet, Dinah notes whether
customers paid 4,0 cash (Ca) or by check (Ch).

Today Dinah writes.,checks to: ABG Graphics. for $50.00
for prinellit-her fliers; Weeks Beauty Supplies for $250.00
for supplies'and Pen and Ink for $25.00 for a cosmetology
book. she ordered by mill.' Now Dinah Counts the money in
her petty cash drawer: S d keeps $100 there. Ste -also
keeps a,list in'the draw of the things she buys with
petty cash each 'day. Tod y she spent $12.50 on coffee for
the shop. 1.

.



Keeping Fipancial Records

A hair styling shop owner must keep close track o income and

expenses. Dinah needs good financial records to know how her business

is doing. She also needs them for financial reports required by the

' iovertim4nt. Two 0Crthe forms that Dinah fills but daily are the sales

slip and the ,daily cash sheet.

The Sales Slip

I,

..,

For,eVery customer inyour hair styling shop, u will probably want

to 111 a1 'out a sales slip; The salee- slip serves s a,receLpeto the

'customer. The second copy of the sales'slip is for you. It helps you

keep track of the money you bring in and the kinds of sales you make ,

, .

every day. This information will tell you what your most popular

-.set-vices are products are.

# I\
. .

The sales slip that Dinah completed for Ms. Ramon appears below.

Dinah listed the date, the customer's name; and.the description of what

was bought. She listed prices for each item'and added in sales tax on

the shampoo Ms. Ramon took home., She doesn't have to charge, sales tax

"

son'aervices customers receive in the shop.
.

1.
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SALES SLIP

Date: October 10

, Customer: L. Ramon

,Description of Sale Price

Shampoo
Trim
Perm
2 bottles Siltex Shampoo

J3

$ 7.00
.10.00

25.00

16.00

Subtotal $58.011

Sales Tax (6%) .96

TOTAL $58.9.6

I

The Daily Cash Sheet .

The daily cash sheet helps Dinah'keep track ofthe money that comes into,,

and goes,out of her shop every day. The one Dinah filled out for,

October 10 is shown below.
, .

CASH SHEET .

OCTOBER 10

CASH RECEIPTS CASH PAYMENTS

Cash/Check
Received

C. Conners ,8 7.0Ca Rent
Utilities

L. Delgado ,13.00 Ch Equipment
J. Giill . 30.00 Ch -,,Fui-niture °

J. Tuttle 10.00 Ch Supplies $250.00
C. Roman . 35.00 Ch Advertisihg 50.00
M. Brown 10.00 Ch Petty Cash 12.50
L. Ramon 58.96 Ch Other (Book) .425 00L__
M. Bell 15.00 Ch 1 \ '
(IOU paid)

TOTAL CASH TqTAL:CASH
,RECEIPTS , $178..96 PAYMENTS $337.50
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Dinah took in $178.96 and paid` out $337.50 on October 10. Customers

paid $163.96 for products and services that day. Mrs. Bell's IOU for

$15.00 also -arrived and was counted with the cash receipts.

' Except for-a, rare "Will like this, Dinah does not give credit. She

likes to keep bookkeeping simple. She also needs payment quickly, so she

,can pay her bills. A larger beauty salon might offer its own charge

account, especially if it is part of a department store. Some beauty.

, salons accept national charge cards. The credit card company pays the

cuStomer's charges and in turn bills them for payment: Credit sales are

counted as income when payment is actually-received.

On Dinah's daily cash sheet, her income received is about the same

from day.to day. This is because she usually gives similar services to
, .

the same.pumber of customers. But expendituresmay differ greatLy from.

one day to another. Weekly expenses for Dinah's hair, styling salon show

up an Saturday's cash sheet, for example. Expenditures are even higher

at thle beginning and end of the month.

Dinah spent more on October 10 than shetook in But her cash

receipts for the wholeinonth usually are higher than hen cash payments.

The daily records of a business are periodically summarized-and

organized into forms that show how the business is doing, such as a

balance sheet and a profit/loss statement. You will Learn about profit/

loss statements in the next unit. If you do go into business for your-

Self, get the advice of a bookkeeper or actountant about how to complete

a balance Sheet: 4

Summary

SP
4

Hair styling shops use sales slips to record purchases from ,cus-.'

tamers., They use daily cash sheets to record total cash receipts and

payments each day. Daily figures are added up at the end of each month.

A
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Individual Activities
'

Learning Activities

a

1. On Jgnuary 12 Dinah gave Jean Cattaneo a haircut for $8.00:

Miss Cattaneo also bought a ctairpick for $2.00. Sales tax is 6%.

Complete the followingsales'slip.

DATE:

I CUSTOMER:

SALES SLIP

No,

DESCRIPTION OF SALE PRitE

SUBTOTAL

, TAI (6%)

T6TAL

2. Fill out Dinah's daily cash sheet for May 18. On that day Dinah

gave two permanents at $25.00 each, gave three haircuts at $10.00

each, and did four shampoo/sets at $15.00 each. All her customers

paid in cash. She spent $18000 on beauty supplies, $300.00-on

rent, and $45.00 on her insurance payment.

77
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CASH RECEIPTS?

CASH SHEET

MAY 18.

CASH PAYMENTS

Rent

Utilities
Equipment.
Furniture
Supplies1...4.

Advertising
Petty Cash
Other

TOTAL CASH TOTAL CASH
RECEIPTS PAYMENTS

3. Do you think it is a gdOd idea for Dinah to keep $100 in petty cash

in a drawer? Why, or why not?

Discussion Questions

1. Name three kinds of financial records or forms Dinah needs to fill

out besides the 'sales slip and daily cash sheet.

. 2. DiscAuss the 'types of credit sales a small cosmetology business could

allow. What are the
0
advantages and disadvantageslofor the small .

.. business owner in offering each type?

3. If you ran a beauty. salon withfour employees, how much petty cad.h

would you keep on hand, if any? Discuss how it should be used and

show to prevent theft or misuse of the cash.

4. 'Mr. and Mrs. Lewis run ammall beauty salon in Los Angeles. It is

attached to a larger retail shop selling beauty supplies. How would

their financial forms differ framthe ones Dinah keeP

78
SJ

ea



/

Group. Activity

In a grogp, prepare a daily cash sheet for your own hair styling

business. Make a list of all the customer jobs you had in a typical day.

ReMember that you'll have about 16 half-hour time slots in Ow day. List

the amount of money you took in for each job (under Cash Receipts).

Under('Cash Payments, ist all the expenses you had on this day.

CASH SHEET

CASH RECEIPTS CASH PAYMENTS

Cash/Check
?eceived

Salaries
Rent

Utilities
Equipment
F rniture
Su lies

Adv tising
LI Petty Cash
Other

'
TOTAL CASH TOTAL CASH

RECEIPTS " PAYMENTS

79

76



UNIT 9

Keeping Your Business Successful

Girl: To help you learn how to keep your hair styling shop

successful.

Objective 1: Figure Out'the net profit, profit
ratio, and expense,ratio for your business.

Objective 2: State one,way-your business could

increase its profits.

'Objective 3: State one way your business could
change its services to increase sales.

ti

0

4

81 77-
.

4

t 0.



DINAH LOOKS AT HER PROFITS '

r/

Dinah's accountant, Jack Taylor, was 1pin& he

Y1prepare a profit/loss statement -for the past year He used
Dinah's monthly cash'sheets.and other records. Adding
figures for the past 12 months, he foung that Dinah's
revenues (total sales) were $50,000, her gross profit was
$44,000, and her expenses were $16,000. Dinah's net
profit, the difference between gross profit and expenses,
was $28,000.

Mr. Taylor showed her how. Co figure out her profit
ratio by dividing the net profit by total revenues. "Let's
compare this year's profit ratio to last year's," Mr. Taylor
suggested. Dinah,got out the books. They found that last
year Dinah's profit ratio was higher than this year's.
Though her net profit dollars were higher, she felt that
her profit ratio should also have been as high as last
year's.

Dinah took stock. To improe the profit ratio of her
business, she could'incrqese sales, raisp.ptices or reduce
expenses., She decided to do all' three.

.Two ways to increase sales: were to sell! more services
Or sell more products. "I don't want to work more hours,"
Dinah th ught. "But I could sell more of my higher-priced
services like,permanents. Of course, that will require more
adve tising. I could also'sell additional products like
hair spray,, shampoo, and lipst4k. Then I could raise my
revenues without working overtime."

Dinah also decided to raise her prices a little. She'd
try to reduce,her costs by buying the supplies for her shop
from a different supplier. She heard that anew beauty
supply firm in town had lower prices than the one she was
using.

4
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1. 1

Keeping Your Businesi Sudcessful

A small business owner must pay clOse attention to cash flow.

Un/ess revenues equal expenses.", theJiusiness will show a loss. Not only

that, but, revenues must exceed expenses. Without profit, a business is

not successful.

This unit describes how i'bu -can watch your revenues and profits and

keep your business successf4.

The Profit/Loss Statement

The yearly profit/loss statement is one record you can use to check

y-our business' health. The profit/lOss statement lists your yearly

revenues, cost of goods'sold, and gross profits. Revenues is the total

income received from customers. The sum of all costa, expenses, and net
,

profits equals total revenues. Cost of goods sold is'the aftoUnt you

spend for beauty supplies for the shop and"take-home" products sold to

customers. Gross profit equals revenues Minus cost of goods sold.

On thefprofit/loss statement, all your operating expenses are also

listed. These include all the money you spend tokeep the shop open

every day (salaries, rent, utilities, advertising, insurance,,' etc.). In

Dinah's ease she included the wages paid to her accountant and house-
-

cleanet under "other."

profit is the reward for all your hard work. Net profit covers

your ry as the owner and,money to expand your business. To figure

:''your profit, subtract expenses from gross profit. You should also

look at Yo4profit ratios and expense ratios. All of these appear on
1

Dinah's profit/loss statement below. '
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. TWOYEAR PROFIT/LOSS STATEMENT

Year 2 Year
%

Revenues

Cost of Goods Sold

Gross Profit

Expenses

Rent

Utilities

Advertising

Insurance

Other

TOTAL

4
Net Profit. (before

Dinah's salary
and income takes)

$42,000

4.620

$37,380

6,000

1,500

500

3.860

$13,020

$24,360

100%

31%

58%

$50,000

6,000

$44,000

6,000

2,0$0

1,700

800

5,500

$16,000

$28,000

100%

, Pofit and ExpenseRatios
%,

Diriah's'profit ratio in Year 2 was 58%. This means that 58% of
,

Dinah's revenues went to profit. This ratio is \quite high for a hair

styling shop. However, iiinah had no employees to pay, and her rent was

low. She was able to keep her expenses low and her profit high. Dinah

figured her profit ratio'fort.Year 2 as follows:

profit raiio
ntt fit _,$24,360
re nues $42,000

1.

% 4
The expense ratio is the percentage of evenues spent by the business

on operating expenses. Dinah figures her expense ratio for Year 2 as

follows:
f.

I.
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expense ratio
expenses 1 $13,020

revenues $42,000

Dinah compared her profit and expen se ratios for Years 2 and 3., In

> Year 3, her profit ratio went down and her expense ratio went up. She

felt that,her profit ratio should stay about the same every year. To

keep it high, she'd have tochange her business, somehow.

Keeping Your Profits High
0 A

To keep profits high, you should try someof.the following:

crease sales of your more profitable products and services;

add new products and services; '

,raise prices;

reduce costs of goods sold; and

' reduce operating expenses. ,

Often ybu must'.do several things to stay coessful: Look at all

iparts of your profit/loss statement. Study y .custom ers and trends in

the beauty field. Then figure out the best cha ges for your business.

To Grow or Not to Grow

Many small business owners want to show a certa n,amount of business.

growth. Most of the larger hair styling shops and t ains were'onCe

small businesses that expanded. They hired more empl yeds, sold more

products and services, and brought in morerevenues.

.
Some small businesS owners do not want to expand th ir businesses

beyond a certain point. 'For them, success'is based on o her things..

L :For these people, 'success means the enjoyment and sati faction of
/ . ,

Joint and managing their own work. This is hard to measure in dollars

and cents, But it is also very important.
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Dinah was this type o erson. She'wanted her profits to rise along

with'inflation. However, she didn't want to hire any employees or to

"get rich quick." "I just like to cut hair.' vi like to give my customers

new hairstyles that bring out their best featur . I liketo chat with

them about(their lives and see them go home happ d ore attracti,ve.

That's what success means'to me."

Summary
ro

A small business owner must keep track of cash'flow. Comparing

revenues to expenses tells;you the net profit for yOur business. Divid-

ing'net profit by-revenues tells you the profit ratio. Small business

ofterk' Must keep their profits and profit ratios high and their,expenses

and expense ratios low to be successful.

Increasing sales, raising prices, and reducing expenses are ways to

improve profits. A hair styling shop owner can improve services or add'

new products and services to increase sales.

4

4
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Learning Activities

Individual Activities

1. Why do you need to, look at the profit ratio'as well as the net

profit to tell how successful a bUsiness

2. Look at- Dinah's two-year profit/loss statement.

a. What is her profit ratio for Year 3?
4

b. What is her expense ratio for Year 3?

,c.. In which year was herenot 'profit higher?

- In which yesr was her profit rs,tio higher?

e. Was Year 3 a,goodsyear? Explain your answer.

di

3., Below are equations you can use to get certain figures for your P/L

statement. Match the equations with the correct financial term.

Revenues a. Gross profit - expenses

Net profit b. Revenues:- cost of goods .sold

Profit ratio. c. -Cost of goods sold + expenses +

Gross profit
net profit

d.
revennet

net.profit

Discussion Questions

net profit.
e.

revenues.,

'1

Ar.

1. -List several ways you could raise the profits of a hair styling

shop. Be as speCific as possible. '400'

. .

2. 'As the owner of a hair styling shop; what things besides profit
. 4

would x22 look at to decide how successful you ere?

88
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Group Activity

As a group, deVelop a plan for increasing sales in Dinah Simmons'

Hair Design by adding new services and expanding Dinah's line of retail beauty

produllk. Give specific examples of what she can add,. Explain how .,you

Chink these changes will'make her business more successful.

is\ 4

4
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SUMMARY

This module has been about owning a small. hair styling

shbp. People with training in cosmetology can start similar

businesses.

2

To start a mnall.business, you peed to do 1

planning. First you have to be sure that ownin

business is. right for you. Then you have t

services to offer, how' to compete, and what legs

is of

meats- to meet.,.

a small '

'de what

require

pick a good location, you have.to find out if'

cust ers would come to your shop: Thenyou.have to get

money o start. That means showing a banker that youridea

is's aood'one.

Being in charge means dividing.th work and hiring good

workers. Then you must keep track o jobs to be done and

who will do them.
. Nat

Setting prices means figuring ma the lowest price you

can 'charge to Meet your expenses ankalso the highest price

ydu can charge and still becompetitive. To Jo this you

nped'information on your expenses and on your Competitioni.s,

prices.

Advettiiing is how you get customers. It's ad impor

tant "investment" in your btiginess'. A satisfied customer

ig the very best, advertisement you Can.

a
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You should keep good financial records 4o you will know

how the business is doing. Then you can decide if you can

eXpand your business or if you need to cut it back.

In order to own and operate a successful hair styling

shop, you need training in cosmetolog% work experience,

and the special buliness management skills,we hive covered

in this module. `If yvou have not bad a course in cosmetol-

ogy,, you should 'take one'before deciding ,to owA this kind

of.bueineseYou.ran learn__ usiness management skills

thvoilgh business classes, experience, or by using the

advice and examples of an expert. ,

You may not make a lot of money by owning 'a haPr styl-

ing shop°. However.you will have the personal .satisfaction

of being,responsibre for your busin4ss and mating your own

decisions. Think about how important these things are to

you in considering_ whether you should start your own hair

o styling shop. .

411101.91.".
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QUIZ

1. List three services that most hair styling shops give:

a.

b.

re

Which per;on wauldbe better at running a hair styling

shop?

Joe, who believes'every person can be

beautiful

b. .Elizabeth, who can't stand odors, noise,

or clutter

,

3. List one special'sdrvice a hair styling shop could give

to senior citizens.

Which of the following i.sa'common legal requirement
.

for a cosmetologist's license?'

a. Graduate ft-01i college

b. Pass a physical exam 7

c. Pass a driver's test
9

d. Pass an oral exam

;
What is the best way to find out'whether a possible

beauty A location has enough storage space?

a. Personally inspect the site

b.. Tape a walking tour of the_neighborhood

c. Talk with the 'former tenant
! , ..

A "/ Talk to the landlord `I--

\mor .
.

..
o
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6. Which.of these neighborhoods is best for locating's-

beauty salon?

a. Aix of houses, apartments, and shops

b.. All singlelfamily houses

c. Small factories and warehouses

d. -All low-cost housing units

7. A business description is most important to help a new

beauty saloniet:

a. custnmOrs-

b. advertising.

c. a loan.

d. a business license.

6. List two sources)of Money on hand that may be listed in

a statement of financial need.

a.

b.
L

9. List two ways that a hair, styling shop owner c- an handle

'the task of keeping the salon clean..

a.

b.

10. What is the best wad to choose an accountant for jour,

businese?

a. Pick one from the YellawPages

b. Pvt'an ad in the newspaper-

c. Ask friends in business to recommend someone

d. Visit the closest accounting firM'

11. List two ways zou could train a new employee to create

'hairstyles your shop specislizes'in.,

a.

. ' 94
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12: Sometimes a hair styling shop will offer a more costly

service,at a reduced price inorder to build up:

a., demand.

competition.

profit.

d. expenses.
4

->

13. All Wound Up, a hair salon for men, needs to make at
-

least $7.00 an hour 'to cover operating expenses. What

should it charge,for a half-hour trim?...

a. $3.50

b. $7.00

o c. $15.00

d.-c,$17)00'

4

1

14. Mr. Damien wants to advertise a stunning new hairstyle,

that only he can create. Cost is not a factor", What

method should he use advertisel 9\N

a. Flier

b. Yellow Pages.
.

C. Radio

15. "Dinah Simmons, Hair Design, 1790. Franklin, Naperville."

What is the most important thing missing from this radio

spot?

a. Business type

b. Telephone number
,

c. . Business name

d. Business location'

I,

tt)

16. Ahair styling shop prepares sales slip for its:

a. customers.

b. accountant.

c. suppliers.

d. landlord.
6
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17. A daily cash sheet for a hair styling shop shows your:

*&4 daily profit.

b. outstanding debts.

c. rent payment,

d. ash receipts.

18. Taking the difference between .gross profit and expenses

for the year gives you the:

a. profit ratios

b. expected profit:

c. net profit,

d. expense ratio.

19. Increasing sales, raising prices, alit reducing expenses

are all ways to increase a business':

a. expense ratio.

b. revenues

c. net profit.

20. "The best way to increase revenues for a hair styling

'shop is to:

a. reduce the utility bill. ,

b. eliminate the sale of products.

c. sell more high-cosf'services.

A lower prices.

of
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PROJECT PROIIUTS

Entrepreneurship Training _Components.'"
a

':ocational D Aline

- Ce rml

Agriculture

'Narxeting and
Distribution

nealt1

at

n,_3usiness and
V Office

Occupational °

Home Ecollirs

V

Trades and
Industry

Module Number and Tile

Module 1 Getting Down to Business: What's It All Abotit'

Module 2 - Farm Equipment Repair

Module 3 - Tree Service

Module 4 - Carden Center
1.

Module 5 - Fertilizer and Pesticide Service

Module 6 - Dairy Farming,

40
Module 7 - Apparel Store

Module 8 - Specialty Food Store

Module 9 - Travel Agency

Module 10 - Bicycle Stbre

Mocule 11 - Flower and Plant Store

Module 12 - B,.kiness and Personal Serv:ce-

"iocule 13 - Innkeepin;

Module 1. Nursing Service,

Mocule 15 Wheelchair Transportation Service

Module 16 Health Spa

Module 17 - Answering Service

Module 18 - Secretarial Service

Module 19 - Bookkeeping Service

Module 20 - Software Design Company

. Module 21 - Word ?rocessing4ervice

o
Module 22 - Restaurant Business'

Module 23 - Da' Care Center _

Module 24 - housecleaning Service

Module 25 - Sewing Service

Module 26 - Home Attendant Service

AO
Module 27 - Cuard SerlIce

I

Module 28 - Pest Concc:iii Service

Mocule 29 - Energy Specilpst Service

S ,
Module 30 - Hair Styli- .

Module, 31 - Auto, Repat 7
Module 32 - Welding Busness

/0°4

Module 33 ConsuctionZlectritian Business 0

-
Module 34 Carpentry. Business

iod.11e 35 - Plumbing 3usines4

Module 36 Air Co:Tditfbning and Heating, S r vice

49
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Related Resources

Resource 111-tide of Existing EntApreneursnfp IMateriaLA

Handbook on Utilization of the Hntrepreneursnip Training Components
p
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